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Software helps 
sales managers 
ttack prospects 

S ome of the smartest new software prod¬ 
ucts are deceptively simple they pro¬ 
vide sample applications titat help people 
get started quickly using personal computers. 

A perfect example is “Sales Prospect Track¬ 
ing,” a program from the publishers of Power- 
Base, one of the best data-base systems avail¬ 
able for the IBM PC and IBM PC-compatible 
computers. 

This inexpensive add-on program to Power- 
Base offers an easy-to-use base or “template” 
and allows you to build your own custoniized 
application on top of it. So instead of engaging a 
high-priced programmer to sit down and “in¬ 
vent” a sales management system for your 
company, a sales secretary merely adjusts the 
inre-written program to your specific needs. 

Not only can this method save countless 
hours of reinventing the wheel, but it inspires 
the use of better management techniques as 
weU. Many features proven to work in other 
companies have already been built in. 

Borrowing good ideas 

Here are some of the features of the “Sales 
Prospect Tracking” template that make it so 
attractive; 


✓ It helps you maintain an up-to-date file of 
all prospective clients, including the details of 
aU sales calls, telephone conversations and ac¬ 
tions on the prospect’s behalf. 

✓ It monitors sales reps’ performances indi¬ 
vidually, as well as collectively within sales re¬ 
gions, by constantly comparing sales quotas 
with actual performance. 

✓ It measures the effectiveness of market¬ 
ing and sales programs by territory and region. 

The central file in the program is the PROS¬ 
PECT file, which is used to maintain basic data 
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presets is listed in a separate record in the 
ffle, shown on a separate screen. To start out, 
your sales secretary merely fills in the basic 
data about each sales lead — client name, ad¬ 
dress, sales rep, etc. If the record format pro¬ 
vided does not fit your needs exactly, it’s easy 
to add fields or make adjustments using the 
menu-driven PowerBase commands. 

One advantage of building your sales data 
base with PowerBase is that you can “zoom” 
(switch quickly) from one related file to anoth¬ 
er very easily. The Sales Prospect Tracking 
program provides you with a whole series of 
files that are already related to one another. 
Included is a LEAD file which teUs how each 
lead was generated, a SALESREP fUe contain¬ 
ing information about each sales rep, a QUOTA 
file with monthly quotas and performance ra¬ 
tios for each sales rep, and a CALL file with a 
record for each sales call made. 

In addition, the program is set up to generate 
reports to keep track of each pros^ct for sales 
personnel and management. As with the prede¬ 
fined fOes, you can easily change the reports to 
suit your company’s specific needs. 

Making the program work 

As with the PROSPECT file, the ongoing task 
of the sales secretary would be to update all the 
other files on a regular basis — again, adding 
fields or making adjustments in the record for¬ 
mat as necessary. 

This task is actually much easier than it 
sounds, and it has the added advantage of con¬ 
solidating all the company’s (or department’s) 
sales information in one spot. The best way to 
make it work is for each i^esperson to simply 
dictate the key information alMut each sales 
call or new prospect into a hand-held micro¬ 
cassette machine that is carried all the time. 
Note-taking is avoided and each salesperson’s 
time is best spent — with potential clients 
rather than working with the computer. 

The sales secret^’s role is crucial with this 
program, since he or she must constantly input 
the new data and provide current “follow-up 
reports” every day, to each salesperson. But 
tiie benefits are great. The program could easi¬ 
ly generate the many letters that typically take 
up much of the sales secretary’s time — thank¬ 
ing prospects and providing further information 
promised by the salespeople. 

Commitment required 

Above all, however, the program is only a 
“tool” to help manage sales prospects. Just like 
“owning” a computer, just “acquiring” soft¬ 
ware is not enough to make it perform effec¬ 
tively in your company. Commitment on the 
part of the sales manager, the sales secretary 
and aU sales personnel is required to make it *• 
work. 

To start out, you’ll need an IBM PC-XT (with 
a 10 Megabyte hard disk) or compatible com¬ 
puter with 512 Kilobytes of memory, a printer, 
the PowerBase data base program (list $349), 
and the “Sales Prospect Tracking” program 
($29.95). Then, and this is the hard part, you’ll 
have to devote the time and energy necessary 
to input aU your current client and prospect in¬ 
formation into the computer. This task alone _ 
scares away most people! But let me assure ' 
you, as with most new computer projects, if 
you take the time to do it right the rewards will 
make it all worthwhile. 

Hillel Segal is an independem computer con¬ 
sultant and editor of the Executive Computing 
Newsletter, published by the Association of 
Computer Users. He can be reached at ACU, 
P.O. Box 9003, Boulder 80301. 


